AMPLIFA PROCUREMENT GLOSSARY

Source-to-Contract (S2C): From requirement
to effective supplier contract

Source-to-Contract (S2C) denotes the entire process from requirement identification through award
to the binding conclusion of a contract with a supplier. The term typically covers requirements
analysis, supplier market research, request for quotation, bid evaluation, negotiation management
and contract award. S2C ends where operational procurement begins, and thus forms the strategic
interface between the business units and the supply base.

Key facts

* Source-to-Contract covers all steps from requirement identification through to the concluded supplier
contract.

* The S2C process typically includes award policies, request for quotation, bid comparison and
negotiation management.

» The transition to Procure-to-Pay (P2P) occurs upon contract signature or release of the first
purchase order.

» S2C automation frequently reduces cycle times considerably and improves the traceability of award
decisions.

* Metrics such as spend under management and PO cycle time make the process maturity
measurable.

» Legal reviews, for example of award policies and standard terms, are an essential part of the S2C
conclusion.

Definition: Source-to-Contract (S2C)

Source-to-Contract (S2C) is the term for the strategic procurement process from the identification of a
requirement through to the legally effective contract with a supplier. It is distinguished from the
downstream Procure-to-Pay process, which covers purchase ordering, goods receipt and invoice
processing.

Distinction from Procure-to-Pay (P2P)

While S2C shapes the business relationship, P2P maps its operational execution. In practice, many
companies keep the system landscapes separate: S2C runs in e-sourcing or contract management
solutions, P2P in ERP systems with purchase order processing. The transition point is the contractually
documented framework agreement, from which call-off orders can be derived. A clean interface prevents
duplicate work and verbal side agreements. Integration with the four-eyes principle (P2P) is also
important, so that order releases follow the contractual terms.

Typical process steps

A classic S2C cycle begins with requirements and market analysis, followed by the preparation of a
functional or technical specification. This is followed by supplier sourcing, tender or request for
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quotation, bid evaluation, negotiation management and, finally, contract award. For standard materials
the cycle can take a few weeks; for capital or critical materials it typically takes several months.
Depending on the company's award policies, interim presentations, sample deliveries or on-site audits
are included before the contract is signed.

Strategic significance

Over 60 to 80 per cent of an industrial supplier's material costs are frequently determined in the S2C
process, because prices, payment terms and framework durations are agreed there. Those who run the
process in a structured manner also increase the share of spend under management, i.e. the
procurement volume that is actively managed. This makes procurement more plannable and
strengthens the negotiating position towards suppliers.

Methods and approach in the S2C process

An effective S2C process follows a clearly defined sequence with fixed milestones, decision-making
bodies and documentation obligations. The approach varies according to commodity group, competitive
intensity and risk.

Requirements analysis and specification

At the outset is a precise description of the requirement: technical specification, quantities, time horizon
and target cost calculation. For development parts, variant management considerations are
incorporated in order to limit the number of individual components and hence the procurement effort.
Vague specifications are known to lead to subsequent price changes and friction losses. Involving the
business unit, engineering and quality before the tender is therefore a key success factor in practice.

Tender, request for quotation and bid evaluation

The RFQ is carried out in a structured manner, frequently via e-sourcing platforms with uniform request
templates and defined response deadlines. A commodity group board helps to define the approach,
objectives and criteria consistently for each commodity group. In the evaluation, price, total cost of
ownership, quality, logistics concept and sustainability criteria are weighted. The company's award
policies stipulate who must obtain quotations, which thresholds apply for multiple bids and who is
authorised to decide.

Negotiation and contract award

In negotiation management, not only prices but also payment terms, price adjustment clauses,
escalation routes and liability limitations are negotiated. For critical materials, commitments to start of
production (SOP), capacity guarantees and standard lead times belong in the contract. Before
signature, legal reviews are provided for, particularly for long-running framework agreements and
international suppliers. The concluded contract is documented, filed in contract management and
handed over to the ordering systems.

Key KPIs in Source-to-Contract

S2C can be measured via cycle times, coverage rates and the quality of the concluded contracts. The
metrics also serve as a management tool vis-a-vis executive management.
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Time and process metrics

Key measures are the S2C cycle time from demand notification to contract conclusion as well as the
share of tenders completed within the planned deadlines. Comparisons with PO cycle time show
whether contractual framework conditions are actually translated into efficient operational purchase
orders. Frequency of delays and renegotiation rates indicate weaknesses in specification or calculation.

Value and quality metrics

Spend under management measures the share of procurement volume handled via active framework
agreements; in mature procurement organisations it typically exceeds 70 per cent. Further indicators are
the savings achieved against baseline prices, the number of qualified bids per RFQ and the quality of
the outcome as measured by supplier performance evaluation after contract start.

Risks and controls in the S2C process

Without clear controls, verbal deviations, unclear responsibilities and economic disadvantages after
contract conclusion loom. Preventive controls and documented decisions are therefore mandatory.

Typical risks

Frequent sources of error are incomplete specifications, lack of market research with supposedly
single-source suppliers, underestimated exchange rate risks in international procurement and unclear
responsibilities in bid evaluation. Verbal assurances made during negotiation that are not subsequently
incorporated into the contract also cause disputes in practice. Subsequent changes to the specification
during an ongoing tender prolong the process and impair the comparability of bids.

Control and governance measures

Effective controls include the four-eyes principle for award decisions, documented evaluation criteria
before bids are opened, and defined release levels according to volume and risk. Currency hedging (FX)
or price corridor clauses protect contracts in foreign currencies. Contracts to be reviewed should in
individual cases be assessed legally — for example with regard to standard terms, liability and
termination for cause — by specialists. Compliance checks on award policies and anti-corruption
requirements complement the control framework.

Current developments and digitalisation in S2C

Digitalisation, data quality and sustainability requirements are noticeably changing the S2C process.
Companies are increasingly working with structured supplier data and supporting analysis tools.

Automation and data foundation

E-sourcing platforms standardise RFQs, simplify bid comparison and create an auditable document trail.
Evaluations of supplier performance and historical prices are increasingly fed automatically into new
tenders. A well-maintained parts catalogue with standard and repeat parts reduces duplicate awards
and increases the scope for bundling. Artificial intelligence is used in practice for preparation, bid
analysis and contract drafts, but does not replace expert evaluation.

Supplier risks and sustainability

Supplier Lifecycle Management (SLM) moves qualification, risk screening and sustainability assessment
earlier into the process, i.e. before contract award. Supply chain laws and CSRD requirements increase
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the information needs, for example on emission figures and working conditions in the supply chain.
Resilience also plays a greater role: dual sourcing, vertical integration as a strategic option and longer
safety buffers are explicitly taken into account in the award decision.

Integration with operational processes

A good S2C process does not end with the signature, but transfers contractual rules into operational
scheduling in procurement and the payment run. Clear handovers to logistics, including defined shipping
and packaging specifications, prevent friction losses. Tooling rotation, sample part approvals and sample
submission deadlines are likewise integrated into the contract, so that start of production (SOP) remains
plannable.

Typical metrics

S2C cycle time: 4-16 weeks
Depending on commodity group and complexity; standard parts considerably faster than capital goods.

Spend under Management: > 70%
Share of volume under framework agreements; typical benchmark for mature procurement organisations.

Qualified bids per RFQ: >=3
Regarded as the minimum number for robust award decisions.

Baseline savings: 2-8%
Usual savings from tenders compared with the baseline; strongly dependent on the commaodity group.

Practical example

A medium-sized mechanical engineering company with around 350 employees previously awarded its
sheet metal work to a regular supplier without a formal process. When prices rose by more than ten per
cent, there was no basis for negotiation. The company introduced a structured S2C cycle.

» Preparation of a specification including tolerances, material specifications and volume forecast
based on the consumption forecast

+ Structured RFQ to five new bidders via a uniform tender template with defined evaluation criteria

» Negotiation management with target cost calculation, followed by a two-year framework agreement
including a price corridor clause

» Handover to scheduling in procurement and introduction of supplier performance evaluation from
start of production (SOP)

Conclusion

Source-to-Contract (S2C) is the strategic core of procurement, because prices, terms and supply
commitments are fixed here for long periods. A structured process with clear award policies, clean
specification and documented decisions reduces risks and increases negotiating strength. Measurable
metrics such as spend under management and cycle times make the level of maturity transparent.
Digitalisation supports standardisation and documentation, but does not replace expert evaluation and
negotiation competence. Those who integrate S2C and P2P cleanly create the foundation for
cost-efficient and resilient supply relationships.
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Frequently asked questions

What does Source-to-Contract mean?

Source-to-Contract denotes the strategic procurement process from requirement identification through
to the concluded supplier contract. It typically comprises market analysis, request for quotation (RFQ),
bid evaluation, negotiation and contract award. The process is distinguished from Procure-to-Pay, which
covers the operational execution from purchase order through to payment.

What is the difference between S2C and P2P?

S2C shapes the business relationship: specification, award, negotiation and contract. P2P handles the
transaction operationally: purchase order, goods receipt, invoice verification and payment. The transition
point is the concluded framework agreement, from which call-off orders are generated in the P2P
process.

Which steps form part of the S2C process?

Typical steps are requirements analysis, preparation of the specification, supplier sourcing, request for
quotation, bid evaluation, negotiation management and contract award. Depending on the commodity
group, sample deliveries, supplier audits or sustainability checks may be added. The process ends with
the documentation of the contract and handover to operational procurement.

Which KPIs are measured in Source-to-Contract?

Key metrics include S2C cycle time, the share of spend under management, savings achieved against

baseline, and the number of qualified bids per tender. In addition, supplier performance evaluation after
contract start and PO cycle time serve as quality indicators. The figures should be analysed separately

by commodity group.

How long does an S2C process take?

The duration depends heavily on material type and complexity. Standard parts with clear specifications
can often be awarded within a few weeks, whereas critical or capital goods typically require several
months. Good preparation of the specification and evaluation criteria defined in advance are known to
shorten the process considerably.

What legal considerations apply to the contract tender?

What matters are unambiguous contract documents, clear standard terms and conditions, verifiable
award policies and documented evaluation criteria. For international contracts, currency, pricing and
governing law clauses should be negotiated. The scope of provisions on liability, warranty and
termination for cause should be legally reviewed before signature; the specific assessment depends on
the individual case.
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